
Door to door sales training outline

Knockdesk academy. Written lessons. There is no video in this file. This outline plus

the eight lessons is the door to door sales training manual pdf.

 

Print a name on the course page in your browser. That print is not an accredited

certificate.

 

Lessons

1. First impression at the door. Who you are, the badge, and the first five seconds.

 

2. Opening lines. The first sentence that names the company and why you are on the

porch.

 

3. Building rapport. One honest question before the pitch.

 

4. Discovery questions. What they use now, and what would make a change worth it.

 

5. Presenting the offer. One minute, a real price, no invented savings percent.

 

6. Handling objections. Not interested, no time, send info, and the spouse.

 

7. Closing at the door. A yes writes the deal on the address. A no still logs.

 

8. Follow-up and referrals. The next visit and an ask that names a neighbor.

 

Coach steps

Opening. Rapport. Discovery. Presentation. Objections. Close. Paste the lesson into

those steps. Knockdesk does not import this file.

 

Full desk is $49 per user per month, or $490 per user per year.

 


